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An Other Kingdom - Peter Block 2016-01-19
Our seduction into beliefs in competition, scarcity, and acquisition are producing too many casualties. We
need to depart a kingdom that creates isolation, polarized debate, an exhausted planet, and violence that
comes with the will to empire. The abbreviation of this empire is called a consumer culture. We think the
free market ideology that surrounds us is true and inevitable and represents progress. We are called to
better adapt, be more agile, more lean, more schooled, more, more, more. Give it up. There is no such thing
as customer satisfaction. We need a new narrative, a shift in our thinking and speaking. An Other Kingdom
takes us out of a culture of addictive consumption into a place where life is ours to create together. This
satisfying way depends upon a neighborly covenant—an agreement that we together, will better raise our
children, be healthy, be connected, be safe, and provide a livelihood. The neighborly covenant has a
different language than market-hype. It speaks instead in a sacred tongue. Authors Peter Block, Walter
Brueggemann, and John McKnight invite you on a journey of departure from our consumer market culture,
with its constellations of empire and control. Discover an alternative set of beliefs that have the capacity to
evoke a culture where poverty, violence, and shrinking well-being are not inevitable—a culture in which the
social order produces enough for all. They ask you to consider this other kingdom. To participate in this
modern exodus towards a modern community. To awaken its beginnings are all around us. An Other
Kingdom outlines this journey to construct a future outside the systems world of solutions.
The Answer to How Is Yes - Peter Block 2003-11-01
Modern culture’s worship of “how-to” pragmatism has turned us into instruments of efficiency and
commerce—but we’re doing more and more about things that mean less and less. We constantly ask “how?
and still struggle to find purpose and act on what matters. Instead of acting on what we know to be of
importance, we wait for bosses to change, we seek the latest fad, we invest in one more degree. Asking how
keeps us safe—instead of being led by our hearts into uncharted territory, we keep our heads down and
stick to the rules. But we are gaining the world and losing our souls. Peter Block puts the “how-to” craze in
perspective and presents a guide to the difficult and life-granting journey of bringing what we know is of
personal value into an indifferent or even hostile corporate and cultural landscape. He raises our awareness
of the trade-offs we’ve made in the name of practicality and expediency, and offers hope for a way of life in
which we’re motivated not by what “works,” but by the things that truly matter in life—idealism, intimacy,
depth and engagement.
Humble Consulting - Edgar H. Schein 2016-04-04
Consulting in Complex and Changing Times Organizations face challenges today that are too messy and
complicated for consultants to simply play doctor: run a few tests, offer a neat diagnosis of the “problem,”
and recommend a solution. Edgar Schein argues that consultants have to jettison the old idea of
professional distance and work with their clients in a more personal way, emphasizing authentic openness,
curiosity, and humility. Schein draws deeply on his own decades of experience, offering over two dozen
case studies that illuminate each stage of this humble consulting process. Just as he did with Process
Consultation nearly fifty years ago, Schein has once again revolutionized the field, enabling consultants to
be more genuinely helpful and vastly more effective.
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Let's Stop Meeting Like This - Dick Axelrod 2014-08-04
Ugh—meetings. They're where productivity goes to die, right? There has to be a better way. According to
leading consultants Dick and Emily Axelrod, there is. Using the same principles that make video games so
engaging and that transformed the numbing assembly line into the dynamic shop floor, the Axelrods outline
a flexible and adaptable system used to run truly productive meetings in all kinds of
organizations—meetings where people create concrete plans, accomplish tasks, build connections, and
move projects forward. They show how to design every aspect of a meeting—from the way you greet people
at the beginning to how you sum up at the end—so that real work actually gets done. Those who have
adopted this system will never go back. Neither will you.
Lean Six Sigma for Service - Michael George 2003-07-15
Bring the miracle of Lean Six Sigma improvement out of manufacturing and into services Much of the U.S.
economy is now based on services rather than manufacturing. Yet the majority of books on Six Sigma and
Lean--today's major quality improvement initiatives--explain only how to implement these techniques in a
manufacturing environment. Lean Six Sigma for Services fills the need for a service-based approach,
explaining how companies of all types can cost-effectively translate manufacturing-oriented Lean Six Sigma
tools into the service delivery process. Filled with case studies detailing dramatic service improvements in
organizations from Lockheed Martin to Stanford University Hospital, this bottom-line book provides
executives and managers with the knowledge they need to: Reduce service costs by 30 to 60 percent
Improve service delivery time by 50 percent Expand capacity by 20 percent without adding staff
Getting Started in Consulting - Alan Weiss 2019-04-02
The definitive guide to getting out of the office and getting into consulting Getting Started in Consulting,
Fourth Edition is the acclaimed real-world blueprint to professional and financial freedom. For nearly two
decades, this invaluable resource has helped thousands of people quit the daily grind and become their own
boss. This practical and motivational guide provides the tools and knowledge to control your future and
secure your fortune. From establishing goals and sorting out the legal and financial paperwork, to
advanced marketing strategies and relationship building techniques, this indispensable book offers step-bystep instructions for you to establish and grow your own consultancy business. This extensively revised and
updated fourth edition includes new and expanded coverage on topics including utilizing informal media,
changes in legal and financial guidelines, key distinctions of wholesale and retail businesses, and much
more. Author Alan Weiss delivers expert advice on how to combine minimal overhead with optimal
organization to produce maximum income. Every step in the process is clearly explained, including
financing, marketing, bookkeeping, establishing your fees, and more. This guide is a comprehensive, onestop source for everything you need to prosper in the rapidly expanding world of private consultancy. Adopt
a pragmatic and profitable strategy to achieve incredible results from your consultancy business Learn to
identify and address the most commons issues facing your prospects and clients Leverage technology to
reduce labor, maximize profitability, and increase discretionary time Access sample budgets, case studies,
references and appendices, downloadable tools and forms, and online resources The modern business
landscape presents unique opportunities for those willing to take the leap from corporate offices to home
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offices. Getting Started in Consulting, Fourth Edition is the must-have guide for anyone seeking to cut their
own path to their own consulting business.
What I Didn't Learn in Business School - Jay Barney 2010-10-12
What I Didn't Learn in Business School is a compelling read---whether you're a recent business school grad
struggling to apply your new knowledge or an experienced leader who already knows that no strategy is
created in a vacuum. --Book Jacket.
Management Consulting - David Biggs 2010
Management Consulting: A Guide for Students bridges the gap between the latest academic research and
practical skills to provide a comprehensive new introduction to modern consulting. David Biggs' important
new textbook walks students through the key dimensions of management consulting from the contexts,
through the processes, and into skills and implementation using a wide range of examples to provide a
refreshing and modern guide for students. Every chapter deploys a consistent pedagogical framework
including clear learning objectives that correspond with the latest standard course outlines, mini case
studies, and industry snapshots. Full-length case studies appear at the end of every chapter, either
prepared specifically for the text by international academics and consultants or supplied from premium
vendors such as Harvard Business Review. A full set of online supporting resources for students and
lectures make this the complete resource for management consulting courses at all levels.
How to Succeed as an Independent Consultant - Herman Holtz 1993-04-19
This sequel has been thoroughly updated to cover current government procurement rules affecting
consultants along with a broad range of marketing, financial, professional and ethical issues. Features the
latest in computer and office equipment with tips on purchasing the right product. A complete ``Reference
File'' contains suggested books, periodicals, consultants' organizations, public speaking contacts and much
more.
Community - Peter Block 2009-09
This inspiring work explores various ways communities can emerge from the fragmentation that plagues
modern society. Block examines a way of thinking that creates an opening for authentic communities to
exist, and details what each individual can do to make that happen.
Flawless Consulting 3e Set (includes Flawless Consulting 3e and The Flawless Consulting
Fieldbook) - Peter Block 2011-03-10

The Secrets of Consulting - Gerald M. Weinberg 1985
The Secrets of Consulting--techniques, strategies, and first-hand experiences--all that you'll need to set up,
run, and be successful at your own consulting business.
The Basic Principles of Effective Consulting - Linda K. Stroh 2019-02-05
Consultants are called upon more and more to help implement needed organizational changes, fill gaps in
workforce capabilities, and solve significant business problems. As the demand for consultants increases, it
is critical that practitioners differentiate themselves and understand how they can be most successful, for
themselves and their clients. The Basic Principles of Effective Consulting details what effective consultants
do and provides a step by step process of just how they do it. The Second Edition of The Basic Principles of
Effective Consulting is fully updated with real-life cases. End-of-chapter summaries foster both mastery and
engagement, as well as providing a quick reference throughout a consultant’s career. In addition, each
chapter includes a section "From the experts" written by successful consultants and users of consultants’
services. These experts share ideas and tips about their own consulting experiences that relate to chapter
material. The book is written for entry level and seasoned consultants, project managers, staff advisors, and
anyone who wants to learn (or be reminded of) the basic principles of effective consulting. The book is well
suited as an excellent textbook for college courses on consulting, organizational training, and a lifetime goto consultant’s resource.
Flawless Consulting Set , Flawless Consulting (Second Edition) and The Flawless Consulting Fieldbook Peter Block 2000-11-15
SAVE on our FLAWLESS SET! The set includes Flawless Consulting: A Guide to Getting Your Expertise
Used, Second Edition and The Flawless Consulting Fieldbook and Companion: A Guide Understanding Your
Expertise. About Flawless Consulting: For over fifteen years, consultants--both internal and external--have
relied on Peter Block's landmark bestseller, Flawless Consulting, to learn how to deal effectively with
clients, peers, and others. Using illustrative examples, case studies, and exercises, the author, one of the
most important and well known in his field, offers his legendary warmth and insight throughout this muchawaited second edition. Anyone who must communicate in a professional context--and who doesn't?--will
use the lessons taught in this book for years to come! About The Flawless Consulting Fieldbook and
Companion: Following on the heels of the best-selling Flawless Consulting, Second Edition comes The
Flawless Consulting Fieldbook and Companion. Whether you work as a consultant or you work with
consultants, this relentlessly practical guide will be your best friend as you discover how consulting
influences your business--and real life-decisions and those of others. Included are sample scenarios, case
studies, client-consultant dialogues, hands-on tools, action plans, and implementation checklists. These
products are also available separately. See More By This Author for details.
Visual Consulting - David Sibbet 2018-09-25
Visualization—in your own imagination, on the wall, and with media—supports any consultant who is
learning to design and facilitate transformational change, leadership development, stakeholder involvement
processes, and making sense of complex challenges. This book, from leaders in the field, shows you how.
Building on Peter Block’s Flawless Consulting, it explains how to visually contract and scope work, gather
data, provide feedback, plan interventions, implement, and support on-going sustainability in organizational
and community settings. Unlike Block’s work, Visual Consulting addresses the challenging problems of
guiding organizational and social change processes that involve multiple levels and types of stakeholders,
with interests in both local and global environments. It demonstrates how visualization and design thinking
can be used to get more creative and productive results that are “owned” by everyone. The practices
described apply to organizational as well as diverse, cross-boundary consulting projects. In this book, you
will. . . Learn powerful visual tools for all key stages of the consulting process, including marketing your
services Understand the predictable challenges of change and how to successfully guide organizations and
communities through them Learn how to collaborate with clients to get sustainable results Find tools for
using visualization comprehensively, for both inner and outer work Successfully guide change in both
organizations and communities The fourth installment in the Visual Facilitation series, this book teaches
you how to activate the full range of visual tools, methods, and models to support stepping into successful,
contemporary consulting relationships.

The Flawless Consulting Fieldbook and Companion - Peter Block 2012-03-21
Don't venture into the consulting field without this essential Fieldbook & Companion! Following on the
heels of the best-selling Flawless Consulting, Second Edition comes The Flawless Consulting Fieldbook and
Companion. Whether you work as a consultant or you work with consultants, this relentlessly practical
guide will be your best friend as you discover how consulting influences your business- and real lifedecisions and those of others. The Flawless Consulting Fieldbook and Companion is packed with: Sample
scenarios Case studies Client-consultant dialogues Hands-on tools Action plans Implementation checklists
"Wow! A companion a business owner can't be without! The insights of 30 consultants the caliber of Peter
Block is priceless." --Sue Mosby, principal, CDFM2 Architecture Inc. "This book is a companion piece for
both the desktop and bedside of those who do consulting full time or in their role as leader. I plan to keep
this book close to me to both guide and inspire my work." --Phil Harkins, president, Linkage, Inc.
The Empowered Manager - Peter Block 1993-10
Digital version of the book of the same title. Offers search capability, notes option, and bookmark feature.
Dialogic Organization Development - Gervase R. Bushe 2015-05-26
A Dynamic New Approach to Organizational Change Dialogic Organization Development is a compelling
alternative to the classical action research approach to planned change. Organizations are seen as fluid,
socially constructed realities that are continuously created through conversations and images. Leaders and
consultants can help foster change by encouraging disruptions to taken-for-granted ways of thinking and
acting and the use of generative images to stimulate new organizational conversations and narratives. This
book offers the first comprehensive introduction to Dialogic Organization Development with chapters by a
global team of leading scholar-practitioners addressing both theoretical foundations and specific practices.
flawless-consulting-a-guide-to-getting-your-expertise-used
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a team at the top its game; Powerful presentation methods, including the famous waterfall chart, rarely
seen outside McKinsey; How to get ultimate "buy-in" to your findings; Survival tips for working in highpressure organizations. Both a behind-the-scenes look at one of the most admired and secretive companies
in the business world and a toolkit of problem-solving techniques without peer, THE MCKINSEY WAY is
fascinating reading that empowers every business decision maker to become a better strategic player in
any organization.
Stewardship - Peter Block 1996
Goes beyond the spirit of empowerment to discuss the benefits of companies that offer equity and
partnership for its employees at all levels, discussing what stewardship means, management accountability,
quality control, and human resources. Reprint. 30,000 first printing. $40,000 ad/promo. IP.
Flawless Consulting - Peter Block 2011-03-15
This Third Edition to Peter Block's Flawless Consulting addresses business changes and new challenges
since the second edition was written ten years ago. It tackles the challenges next-generation consultants
face, including more guidance on how to ask better questions, dealing with difficult clients, working in an
increasingly virtual world, how to cope with complexities in international consulting, case studies, and
guidelines on implementation. Also included are illustrative examples and exercises to help you cement the
guides offered.
No - Jim Camp 2007
An introduction to the art of business negotiation explains how to use his innovative method to avoid
unwarranted assumptions, hasty action, and unnecessary compromises that lead to poor deals in the
workplace and at home. By the author of Start with No. 30,000 first printing.
Summary of Flawless Consulting – [Review Keypoints and Take-aways] - PenZen Summaries
2022-11-29
The summary of Flawless Consulting – A Guide to Getting Your Expertise Used presented here include a
short review of the book at the start followed by quick overview of main points and a list of important takeaways at the end of the summary. The Summary of The second edition of Flawless Consulting, published in
2000, provides you with an insider's perspective on the art of consulting by providing a step-by-step guide
to all of the phases of a professional consultation. This book will show you how to successfully manage
consultant-client relationships, regardless of whether you are an aspiring consultant who is just starting out
in the industry or a business leader who works with consultants. Flawless Consulting summary includes the
key points and important takeaways from the book Flawless Consulting by Peter Block. Disclaimer: 1. This
summary is meant to preview and not to substitute the original book. 2. We recommend, for in-depth study
purchase the excellent original book. 3. In this summary key points are rewritten and recreated and no
part/text is directly taken or copied from original book. 4. If original author/publisher wants us to remove
this summary, please contact us at support@mocktime.com.
The Practice of Professional Consulting - Edward G. Verlander 2012-09-28
The Practice of Professional Coaching Change is the life-blood of consulting just as organizations endure
only through successful change. The reality of this mutual need lies at the heart of what consulting is all
about. Consultants solve problems created by the powerful forces of change in an organization's
environment and in so doing, create change themselves. The Practice of Professional Consulting is a
comprehensive examination of what has been called "the world's newest profession." In this practical
resource Edward Verlander offers an overview of the industry and includes the most useful processes,
tools, and skills used by successful consultants to produce solutions for their clients. The book also reveals
why consulting is a growing and attractive career option. The best practices used by leading consulting
firms are included in the book as well as the capabilities skillful consultant use in each stage of
engagement. Verlander also recommends ways to ensure a consultant can solve a client's problems in a
systematic, professional way. At the very heart of the book is the emphasis he puts on what is needed to
become a truly trusted consultant. Filled with a wealth of must-have information from a wide range of
consulting professionals, the book includes: a model of the consulting cycle; a diagnostic instrument for
assessing consulting roles; ideas of how to develop political intelligence to navigate client organizations;
tools for managing consulting meetings, risk assessment, and skills transfer; techniques in communications,

The Abundant Community - John McKnight 2010-06-14
" We need our neighbors and community to stay healthy, produce jobs, raise our children, and care for
those on the margin. Institutions and professional services have reached their limit of their ability to help
us. The consumer society tells us that we are insufficient and that we must purchase what we need from
specialists and systems outside the community. We have become consumers and clients, not citizens and
neighbors. John McKnight and Peter Block show that we have the capacity to find real and sustainable
satisfaction right in our neighborhood and community. This book reports on voluntary, self-organizing
structures that focus on gifts and value hospitality, the welcoming of strangers. It shows how to reweave
our social fabric, especially in our neighborhoods. In this way we collectively have enough to create a future
that works for all. "
Selling Value - Don Hutson 2015-03-03
SELLING VALUE is 305 pages of solid content to help you out perform your competition while keeping your
customers happy. It is presented in four parts: Mastering the Head Game; Your Blueprint for Sales Success;
Understanding Your Customer; and Securing and Growing the Business; The fifteen chapters outline the
most critical content for exceptional sales results in a competitive environment. One premise set forth is
that the most important definition of value is your prospect’s definition! If properly queried, ten prospects
might well give you ten different answers and to what they value most. With exceptional skills of
differentiating and adapting the value elements of your deliverables, you can hit the mark for all ten of
them! From the important basics in Part I to the advanced selling skills in Part IV, you will gain many ideas
from this content-rich work on the skill of SELLING VALUE for greater successds!
The McKinsey Engagement: A Powerful Toolkit For More Efficient and Effective Team Problem
Solving - Paul N. Friga 2008-09-14
The third volume in the internationally bestselling McKinsey Trilogy, The McKinsey Engagement is an
action guide to realizing the consistently high level of business solutions achieved by the experts at the
world’s most respected consulting firms. Former consultant Dr. Paul Friga distills the guiding principles
first presented in the bestselling The McKinsey Way and the tested-in-the-trenches methodologies outlined
in The McKinsey Mind, and combines them with many of the principles and procedures implemented by the
military and other organizations. The result is nothing less than the business equivalent of a Special Forces
Field Manual. True to its stated goal of arming consultants and corporate problem solvers with a blueprint
for achieving consistently phenomenal results, The McKinsey Engagement is short on theory and long on
action. Each chapter focuses on one element in the celebrated TEAM FOCUS problem-solving model and
features a concise discussion of a key concept or principle, followed by: Clear rules of engagement A set of
operating tactics Sophisticated problem solving tools Easy-to-follow action steps Exercises, checklists, and
training tips War stories and best practices case studies A toolkit for bringing clarity, discipline, and
purpose to all your problem-solving and change management initiatives, The McKinsey Engagement is an
indispensable guide for consultants, as well as for executives, managers, students, and corporate trainers.
The McKinsey Way - Ethan M. Rasiel 1999-02-22
"If more business books were as useful, concise, and just plain fun to read as THE MCKINSEY WAY, the
business world would be a better place." --Julie Bick, best-selling author of ALL I REALLY NEED TO KNOW
IN BUSINESS I LEARNED AT MICROSOFT. "Enlivened by witty anecdotes, THE MCKINSEY WAY contains
valuable lessons on widely diverse topics such as marketing, interviewing, team-building, and
brainstorming." --Paul H. Zipkin, Vice-Dean, The Fuqua School of Business It's been called "a breeding
ground for gurus." McKinsey & Company is the gold-standard consulting firm whose alumni include titans
such as "In Search of Excellence" author Tom Peters, Harvey Golub of American Express, and Japan's
Kenichi Ohmae. When Fortune 100 corporations are stymied, it's the "McKinsey-ites" whom they call for
help. In THE MCKINSEY WAY, former McKinsey associate Ethan Rasiel lifts the veil to show you how the
secretive McKinsey works its magic, and helps you emulate the firm's well-honed practices in problem
solving, communication, and management. He shows you how McKinsey-ites think about business problems
and how they work at solving them, explaining the way McKinsey approaches every aspect of a task: How
McKinsey recruits and molds its elite consultants; How to "sell without selling"; How to use facts, not fear
them; Techniques to jump-start research and make brainstorming more productive; How to build and keep
flawless-consulting-a-guide-to-getting-your-expertise-used
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emotional intelligence, presentations, and listening; and much more. Written for anyone wishing to start a
consulting business, new employees at established consulting firms, facilitators of consulting training
programs, and faculty at business schools, this important resource provides an easy way to understand the
stages, roles, and tasks of consulting found in any type of consulting and it provides simple and easy-to-use
techniques and templates for implementation.
Process Consultation Revisited - Edgar H. Schein 1999
A new member of the renowned PH OD Series! The latest addition to the author's well-loved set of process
consultation books, this new volume builds on the content of the two that precede it while expanding to
explore the critical area of the helping relationship. Process Consultation Revisited focuses on the
interaction between a consultant and client, and explains how to achieve a healthy helping relationship.
Whether the advisor is an OD consultant, therapist, social worker, manager, parent, or friend, the dynamics
between advisor and advisee can be difficult to understand and manage. Schein creates a general theory
and methodology of helping that will enable a diverse group of readers to navigate the helping process
successfully.
An Insider's Guide to Building a Successful Consulting Practice - Bruce L. KATCHER Ph.D. 2010-03-15
Whether you’re a beginner just starting up a consulting practice, or a veteran looking for ways to invigorate
your existing business, An Insider’s Guide to Building a Successful Consulting Practice is an invaluable
resource. Featuring real stories from consultants in diverse industries, the book offers simple yet powerful
ways to: Identify a market and narrow your focus • Make a smooth transition from employee to
independent consultant • Sell effectively even if you’ve never sold before • Establish visibility through
speaking, writing, and networking • Build credibility by leveraging the credibility of others • Set prices
based on value • Develop a marketing strategy and divide your time between marketing and delivering your
services • Keep plenty of work in your pipeline • Adapt and thrive in any market condition • And much
more Complete with the results of an original survey of 200 successful independent consultants, this handy
guide provides the kind of real-life advice you need to build a thriving business.
The Irresistible Consultant's Guide to Winning Clients - David A. Fields 2017-03-21
This deeply insightful guide to understanding what clients really want is “an indispensable resource for
consultants” (Keith Ferrazzi, #1 New York Times-bestselling author of Never Eat Alone). Independent
consulting is a potentially lucrative enterprise—but the reality seldom matches the dream. Most solo
consultants and boutique consulting firms are perpetually within six months of bankruptcy due to the
sputtering unreliability of their new business engines. The problem, according to international consulting
expert David A. Fields, is twofold: 1) lack of a consistent, proven plan, and 2) fundamental
misunderstanding about what clients want in a consultant. Fields, who has helped hundreds of consultants
and boutique firms worldwide build profitable, sustainable practices, replaces the typical consultant’s
mindset of emphasizing expertise and differentiated processes with a focus on building relationships,
engendering trust, and solving clients’ existing problems. In The Irresistible Consultant’s Guide to Winning
Clients, Fields synthesizes his decades of experience into a step-by-step approach to winning more projects
from more clients at higher fees. From nuts-and-bolts business advice and tactics to a deeply insightful
breakdown of the human side of a very human profession, Fields, named one of Advertising Age magazine’s
“Marketing Top 100,” delivers a comprehensive guidebook that is at once highly approachable and
satisfyingly detailed. “If I could have just one book on client strategy, this book would be it.” —Marshall
Goldsmith, #1 New York Times–bestselling author of Triggers
You Don't Have to Be a Shark - Robert Herjavec 2016-05-17
From bestselling author and Shark Tank star Robert Herjavec comes a business book in which he
transcends the business world, helping us all learn the art of persuasion in order to get ahead in our
personal and professional lives. A Wall Street Journal Bestseller! Many people assume that effective sales
ability demands a unique personality and an aggressive attitude. It's not true, and Robert Herjavec is proof.
Known as the "Nice Shark" on the ABC's Emmy Award-winning hit show SHARK TANK, Robert Herjavec is
loved by viewers, who respond to his affable nature. He has developed an honest and genuine approach to
life and selling that has set him apart from his cut-throat colleagues, and rewarded him with a degree of
wealth measured in hundreds of millions of dollars. In You Don't Have to Be a Shark, Robert transcends
flawless-consulting-a-guide-to-getting-your-expertise-used

pure sales technique and teaches "non-business people" what they need to know in order to sell themselves
successfully. We are each our own greatest asset, and in order to achieve our goals, we need to be able to
communicate with others, position ourselves and even look the part. Robert's philosophy is simple: Great
salespeople are made, not born, and no one achieves success in life without knowing how to sell.
Entertaining, enlightening and effective, You Don't Have to Be a Shark will reveal the secrets of one of
North America's most successful businessmen, who also happens to be one of today's most prominent TV
personalities, delivered in a friendly, down-to-earth manner, and filled with anecdotes and observations to
support its hard-nosed advice.
Practicing Organization Development - William J. Rothwell 2005-03-04
Since it was first published in 1995, Practicing Organization Development has become a classic in change
management. Now completely revised and updated, editors Rothwell and Sullivan, leaders in the field of
OD, and numerous expert practitioners, walk you through each episode of change facilitation. You?ll find
exhibits, activities, instruments, and case studies. You'll get help applying each phase of a popular
emerging change making model. And you?ll find include applied research and insights from a wide variety
of well-known OD practitioners and academicians. Included in this comprehensive resource are an
instructor's guide, ever expanding materials on the Web, and a companion CD-ROM with PowerPoint slides
and supplemental materials. Practicing Organization Development is packed with useful, current, proven
direction on applying OD principles in the real world -- order your copy today!
The Trusted Advisor Fieldbook - Charles H. Green 2011-11-15
A practical guide to being a trusted advisor for leaders in any industry In this hands-on successor to the
popular book The Trusted Advisor, you'll find answers to pervasive questions about trust and
leadership—such as how to develop business with trust, nurture trust-based relationships, build and run a
trustworthy organization, and develop your trust skill set. This pragmatic workbook delivers everyday tools,
exercises, resources, and actionable to-do lists for the wide range of situations a trusted advisor inevitably
encounters. The authors speak in concrete terms about how to dramatically improve your results in sales,
relationship management, and organizational performance. Your success as a leader will always be based
on the degree to which you are trusted by your stakeholders. Each chapter offers specific ways to train your
thinking and your habits in order to earn the trust that is necessary to be influential, successful, and known
as someone who makes a difference. Self-administered worksheets and coaching questions provide
immediate insights into your current business challenges Real-life examples demonstrate proven ways to
"walk the talk" Action plans bridge the gap between insights and outcomes Put the knowledge and
practices in this fieldbook to work, and you'll be someone who earns trust quickly, consistently, and
sustainably—in business and in life.
The Contract and Fee-Setting Guide for Consultants and Professionals - Howard L. Shenson
1990-01-16
Expert advice on how to strike a fair deal and command a fair price. The Contract and Fee-Setting Guide
for Consultants & Professionals No matter how knowledgeable you are in your field..No matter how great
your track record..No matter how expert your advice or impressive your credentials . you jeopardize your
client base if you do not instill every phase of your practice with a consummate professionalism. And for
sharp clients, the first clear signs of such a savvy professionalism are the ability to set fees at a fair market
price and offer neat, straightforward contracts with clearly delineated terms. This book teaches you, in a
few days, what it traditionally took people half a lifetime to learn through trial and error. In writing it, the
author drew on his more than twenty years as a business consultant, lecturer, and author to offer you tips
on how to ask for and get the fees you deserve and to establish contract terms that are in the best interests
of you and your clients. Throughout he shares his insider's expertise on: * Determining market value for
your services * Establishing per diem or per-project rates and calculating overhead * Advantages and
disadvantages of various systems of fee-setting and billing * Six major goals of every contract * Negotiating
the contract and avoiding legal pitfalls
Consulting on the Inside - Beverly Scott 2011-04-01
Are you an internal consultant -- someone who is a permanent employee and staff member, yet serves in a
consultative role within your organization? Then you need this hands-on, practical guidebook to help you
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better understand your role and improve your performance, whether you re a change agent, trusted
advisor, or someone who serves in varying capacities. Just like an external consultant, it s important to
design your job, develop a formal agreement, and build your practice. Consulting on the Inside provides a
solid background for internal consultants, and serves as a roadmap for cultivating a successful career.
Management Consulting Today and Tomorrow - Flemming Poulfelt 2017-09-01
This new edition gathers more than 22 experts to outline the theory behind consulting, providing insight
into change processes and management issues in the field. The business of consulting has grown faster
than most other businesses, due not only to increased demand by clients, but also to the innovative
capabilities of numerous consulting firms as they develop new services. Divided into six parts, the book
introduces readers to the consulting industry, addressing the major practice areas, contexts, and
implementations of the field. Significant updates detail the effect of the economic troubles between 2004
and 2010 and then 2010 and now; analyze the market response to consulting in recent years; and provide a
more thorough understanding of how consulting is applied in the different areas of a business, such as
operations, marketing, and finance. Introductions written by the editors offer further insight into the
themes and learning goals of each section, helping readers to recognize the elements of a successful
consultation, and utilize their new skill set. The text concludes with a look at the future of consulting with
regards to ethics standards and how strong manager-client relationships contribute to financial growth.
Readers will also learn how the developing field of entrepreneurship creates new economic structures and
job opportunities. Practitioners, consultants, clients, faculty, and students of business and management will
learn not only how to consult, but also gain the skills needed to adapt to and lead organizational change,
giving them a competitive edge when they enter the field.
The Trusted Advisor: 20th Anniversary Edition - Charles H. Green 2001-10-09
Bestselling author David Maister teams up with Charles H. Green and Robert M. Galford to bring us the
essential tool for all consultants, negotiators, and advisors. In today's fast-paced networked economy,
professionals must work harder than ever to maintain and improve their business skills and knowledge. But
technical mastery of one's discipline is not enough, assert world-renowned professional advisors David H.
Maister, Charles H. Green, and Robert M. Galford. The key to professional success, they argue, is the
ability to earn the trust and confidence of clients. To demonstrate the paramount importance of trust, the
authors use anecdotes, experiences, and examples -- successes and mistakes, their own and others' -- to
great effect. The result is an immensely readable book that will be welcomed by the inexperienced advisor
and the most seasoned expert alike.
Designing Bots - Amir Shevat 2017-05-17
From Facebook Messenger to Kik, and from Slack bots to Google Assistant, Amazon Alexa, and email bots,
the new conversational apps are revolutionizing the way we interact with software. This practical guide
shows you how to design and build great conversational experiences and delightful bots that help people be
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more productive, whether it’s for a new consumer service or an enterprise efficiency product. Ideal for
designers, product managers, and entrepreneurs, this book explores what works and what doesn’t in realworld bot examples, and provides practical design patterns for your bot-building toolbox. You’ll learn how
to use an effective onboarding process, outline different flows, define a bot personality, and choose the
right balance of rich control and text. Explore different bot use-cases and design best practices Understand
bot anatomy—such as brand and personality, conversations, advanced UI controls—and their associated
design patterns Learn steps for building a Facebook Messenger consumer bot and a Slack business bot
Explore the lessons learned and shared experiences of designers and entrepreneurs who have built bots
Design and prototype your first bot, and experiment with user feedback
The New Business of Consulting - Elaine Biech 2019-05-07
Everything you ever wanted to know about consulting—a practical roadmap for aspiring entrepreneurs
Seismic changes occurring in the workforce are leading to more and more people entering the world of
contract, freelance, and contingency work. Rapid changes in demographics and advances in technology
have led companies and talent to engage in profoundly new ways and consulting is one of the keys to
success. The New Business of Consulting is authentic and practical, and shares the knowledge and skills
required to start and grow a successful consulting business. From how to make a smooth career transition,
to how to determine a consulting fee, to how consultants inadvertently create a bad reputation, it covers
everything you need to know to thrive and flourish in this competitive field. Covers contemporary topics,
such as how to achieve success in the gig economy Discloses a reliable technique to land the clients you
want Presents options to help you balance your life and your business Prepares you for naming your
business, managing critical financial issues, and building a client relationship Shows you how to take your
income and impact beyond working as a solopreneur The crucial start-up days of a consulting business may
be frenetic and fraught with questions. This new edition provides sanity and answers all the questions. It
includes practical tools, templates, and checklists that you can download and implement immediately.
The Consultant's Handbook - Samir Parikh 2015-05-21
Delivers the essential practical skills needed to consult and make sharp, well prepared interactions in a
wide range of business situations This comprehensive handbook covers the fundamental skills and attitudes
required by successful consultants from novice to practitioner level, irrespective of their specialist area. It
untangles the key variables present in any consulting service and introduces practical ways to improve
their effectiveness based upon the author's experience of helping consulting organisations to develop and
excel in the marketplace. The book explores consulting ‘from the ground up' steering away from theory and
focusing instead on practical application, providing a solid platform upon which to build further domainspecific competence. The Consultant's Handbook provides: An understanding of the key variables that can
be addressed in order to improve one's own consulting performance A set of simple practices that can be
implemented with immediate benefit to the reader Practical insight into day-to-day real life consulting
interactions Confidence to implement the new ideas and approaches
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